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of the total, brought 28 cents per pound. The loss on poor butter resulted in an average selling price of 24.4 cents for butter which cost the retailers 27.1 cents. Thus these stores, because of placing the premium upon low-grade butter instead of quality, were obliged to stand a loss of 2.7 cents per pound. This loss of 2.7 cents was directly the result of an evil of glaring porportions not only in the produce trade but in the marketing of altogether too large a proportion of the country's farm products. Unsound business practice of this kind has ruined many a middleman, not to speak of its unfairness to the producers of high-grade products. To receive only an average price for superior products penalizes the farmer or any other producer who endeavors to improve quality. That middlemen have done this in a wholesale way either from inertia, ignorance, or willfulness is in no small measure a cause for the present animosity of farmers toward middlemen. On the other hand, marketing companies, whether private or cooperative, which follow a buying and selling policy based on quality have every reason to feel confident of securing good will from producers and expanding markets from pleased and enthusiastic consumers.
SUMMARY
1.   Successful operation of a business devoted to marketing farm products depends upon a combination of (i) personal qualities, (2) quantity of capital, (3) quantity of products, (4) definite plans as to what work shall be done and how, and (5) quality of products.
2.   Management, referring largely to personal capabilities of men engaged in business, determines success more than any other one factor.    Capable management confronted with inadequate capital, insufficient business, without a plan of procedure or marketing method, and with inferior products will solve all of these problems and build up a large-scale successful marketing enterprise.   Incapable management starting with otherwise ideal conditions so far as finances, volume, method and quality are concerned will dissipate a real opportunity.
3.   To be assured rapid progress, capable management should be associated with the other conditions which make for business success.   To prevent need-